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Maximize
Upsell Opportunities

Ask Yourself...

© Do | have too many one-line ROs?

@ How can | tell which advisors are really making money in service and which
need to improve?

Expect Results

* Gain two more technician recommendations per RO on average when using the
Vehicle Report Card process.

* Increase upsell opportunties with a consistent inspection process.
* Empower advisors to sell more service and have higher closing ratios.

* Increase customer satisfaction by requiring follow-up on all declined service
recommendations.

* Improve the performance of your techs and advisors by monitoring their
recommendations and closing ratios.

'Reynolds Customer Survey
2Bain & Company, Inc. Research

Parts and Service Solutions

Who Gets Paid for
Post-warranty Service?

Il Non-dealership Shops
Dealerships

Approximately 60% of non-warranty service
revenue goes to independent and other
non-dealership shops. What are you doing to
identify and capture this revenue??

888.875.3563 | marketing@reyrey.com | www.reyrey.com



About Vehicle Report Card

A multi-point, electronic inspection form that guides advisors and
technicians through the vehicle inspection process and tracks
approved and declined service work to determine upsell results.
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Clearly show needed
maintenance with color-
coded checkboxes.

Maximize Your Results

Integrate Vehicle Report Card with these
POWER solutions to complete your
Premium Service Kit.

» Service Daily Work Plan prepares
advisors for their day with a calendar tool
outlining customers needing contacted
and tasks needed completed.

¢ Technician Time Recording accelerates
shop productivity by automatically
calculating the amount of time spent on
jobs and showing the current status of all
repair orders.

» Service Upsell Tracking logs every
service recommendation throughout
the entire upsell process and tracks the
recommendation rate of technicians and
closing rate of advisors.

Premium Service Kit is a collection of
solutions that work together to maximize
your service results. The products tight
integration helps you get the most of every
RO, increase upsell opportunities, and
allow advisors and technicians to be more
efficient.
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MAKING BUSINESS BETTER.
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